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BRUCE E. ROGOFF 

PROFESSIONAL EXPERIENCE 

1995 -date Tram National Group 
Vice Chairman, Chief Execuhe Oficer of U.S. busiinesm 

Boston, MA 

. TNT Vacations, dominant New England tour operator to the Carribean 
m Tram National Communications International, Inc., switchless reseller 

of long distance telecommunciation services to small business and 
residential customers. 

n Club Development, Inc., launched direct marketed membership 
organizations: Golf Society of the U.S. (sold to SportsSoft.net) and 
Advenmre Club of Noah America (sold to Times Mirror Corporation). 

. TN Marketing, direct marketer of book and video continuity series to 
members of affinity groups, magazine subscribers and catalog 
custonlers. 

1987.1995 Mintz, L&n, Cohn, Ferris, Glovsky and Popeo, PC. 
Parmer (1991.1995) 
Practice centered on private company mergers, acquisition and fmance. 
Director of Private Equity and Venhlre Capital Practice, Member of 
Executive Committee and Compensation Committee. 

1985.1987 Fine & Ambrogne 
Associate 
Focussed on corporate tax and real estate finance. 

1983.1985 Foley, Haag & Eliot 
Associate 

EDUCATION 

1983 Boston University School of Law Boston, MA 
JD, cum laude 

1979 Cornell University 
BS Industrial and Labor Relations 

Ithaca, NY 



BOARD MEMBERSHIPS ,. ,. ___ __ __ _ 
LiveBridge, Inc., Portland, OR. (1996.) outbound/inbound and e-commerce support t&services 
company with 15 call centers throu$out the U.S. and Canada. 

International ,Data Response Corporation, San Diego, CA. (1996.1999) $200 million t&service 
leveraged build-up sponsored by McCown Deleuw. Merged into Telespectmm Cap (NASDAQ: 
TLSP) in June, 1999. 

Interzine Productions, Norwalk, CT (1997-1998) Internet content provider focussed on the golf, 
autoracing, and skiiing markets. Sold to Times Mirror Corporation. 



RESUME FOR 
RICHARD JXARGRAVE, BA, ACA 

I1 8 Ridge Street 
Milk, MA 02054-1110 

Telephone: (508) 376-0173 

KEY STRENGTHS 

l Highly motivated and committed to the success of the business. 

. Ability to direct and enthuse staff and encourage commitment to success. 

. Adept at problem solving and implementing defined solutions 

. Excellent fmancial services experience, in particular in the insurance and customer service 
industries. 

l Broad corporate finance experience including business planning, business start-ups, joint 
ventures, business sales, flotations and share buy-ins. 

l Excellent international accounting experience with strong technical knowledge 

l Strong leadership and team building skills. 

l Disciplined, analytical administrator and effective communicator at all levels, 

. Broad understanding of computing and technological applications. 

. Experienced and confident in international business travel 

EDUCATION / PROFESSIONAL TRAINING 

1970 to 1977 Boumemouth School for Boys (Grammar School) 
3 ‘A’ Levels - Mathematics, Economics and German 
10 ‘0’ levels. 

1977 to 1980 University of Kent at Canterbury, England 
Bachelor of Arts (Honours), Upper 2nd Class, in Accounting and Economics. 

1981 to 1984 Neville Russell, Chartered Accountants, London 
Associate of the Institute of Chartered Accountants in England and Wales. 
In Part 1 of the Professional Examinations, awarded 6th place in the national 
Order of Merit and the Railton Prize for the best paper on law. 
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RICHARD HARGRAVE, BA, ACA 
CAREER HISTORY 

November 1998 to Date - Chief Financial Oft&r, Trans National Communications 
International, Inc, Boston 

Responsible for all financial aspects of this Boston, MA based but nationally represented switchless 
reseller of integrated telecommunications services such as long-distance and data services. 

May 1998 to August 1998 - Partner, Neville Russell, Chartered Accountants, London 

The primary focus of the role as a partner within Neville Russell was to be the central point of 
contact within the partnership for people or companies wishing to buy, sell or move within the 
London insurance market. The secondary focus of the role was to advise both insurance and non- 
insurance clients on their business strategy and approach to business planning. 

Assignments included: 

l Structuring of a management buy-out of a Lloyd’s insurance broker including preparing 
five year financial projections and the management team’s business plan. 

. Assisting a management team in their negotiations with a U.S. insurance company for the 
formation of a managing general agency. 

l Project managing the third party service provider aspects of a $200 million asset 
securitisation bond issue 

June 1995 to August 1997 - Chief Financial Offker, Innovative Services of America, Denver 

In June 1995, appointed as the first Chief Financial Officer of a fast growing Denver, Colorado 
based company providing customer care and inbound customer services to predominantly Fortune 
500 companies (such as General Electric, Mastercard International, AT&T and Sears Roebuck). 
The services included arranging insurance placements, claims adjudication, technical support, 
complaint resolution and answering customer enquiries. Formed in 1992, this company grew from 
annual revenues in 1995 of $16million and employing 400 people to 1997 projected revenues of 
$25million and employing 1,000 people. 

As part of the Senior Management Team, responsible for the financial aspects of the company’s 
business. Particular achievements included: 

l Instituted cash management systems, including detailed cash flow and operational 
projection models. 

l Principal contributor to cost-cutting measures which reduced annual expenses by more 
than $1 million. 



RICHARD HARGRAVE, BA, ACA 
CAREER HISTORY -Innovative Services of America (continued) 

l Streamlined financial reporting, reducing the monthly reporting cycle from 20 days to 9 
days. 

l Prepared audited financial statements in accordance with both U.K. and U.S. G.A.A.P 

l Led the team that chose a new corporate accounting system. 

l Improved the company’s model for pricing new business and responsible for signing-off 
all new business quotations. 

l Designed daily income statements for each business unit 

. Designed a basis for allocating overhead expenses to each business unit. 

. Acted as the company’s corporate Secretary, including reporting to the company’s 
owners. 

. Key player in joint venture negotiations with a Fortune 500 company that purchased the 
company in March 1997. Responsible for the financial and tax structuring of the 
transaction. 

1988 to 1995 - Group Financial Director, Crawley Warren Group plc, London 

Appointed as the first Group Financial Director of an international Lloyd’s insurance brokmg group 
with offices in 5 countries employing over 400 people and comprising 14 principal trading subsidiary 
and joint venture companies. The group successmlly diversified away &om its Lloyd’s insurance 
broking base into broader financial services. In 1993 consolidated revenue was 219million and 
assets totalled 258 million. 

l Played a key role in the successful completion of: 

0 Buy-in of the company’s second largest shareholder (32%). 
0 Sale of the group’s market-leading Canadian insurance company. 
0 Purchase of a sign&ant group business. 
0 Investment by a $1.5bn U.S. financial institution into a joint venture company 

. Responsible for all financial systems and reporting, both in London and overseas 

. Prepared audited group financial statements in accordance with U.K. G.A.A.P and U.S 
companies’ financial statements in accordance with U.S. G.A.A.P. 

. Managed and directed an accounts department of 17 and an information technology 
department of 9. 
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RICHARD EIARGRAVE, BA, ACA 
CAREER HISTORY - Crawley Warren Grouu plc (continued) 

l Headed team that defined and implemented the group’s strategy for the introduction of 
electronic placing under the London Insurance Market Network (LIMNET). 

l Initiated improved quality control standards through the introduction of a company 
procedures manual. 

. Acted as the group’s Compliance Officer and head of the Security Committee. 

. Responsible for the financial and administrative running of all overseas offices involving 
regular management visits. 

. Director of a market-leading Canadian insurance company with premium income of 
C$90million. Member of that company’s audit committee. 

l Implemented the group’s policy for investing cash funds 

l Designed a detailed cash flow model for the Lloyd’s broking business taking into account 
Lloyd’s solvency requirements. 

l With the Chairman responsible for all aspects of managing the group’s day to day 
business. 

1981 to 1988 - Neville Russell, Chartered Accountants, London 

Qualified as a Chartered Accountant in 1984. Between 1981 and 1985 gained experience from a 
variety of assignments in financial advice and audit to growing businesses across a range of sectors. 
In 1986, formed and ran the corporate finance department ofNeville Russell. Assignments during 
the period 1986 to 1988 included advice on: 

l Raising capital and capital reorganisations 

l Acquisitions 

l Business planning and strategy 

l Flotations, 

REFERENCES 

Personal and business references will be provided upon request. 
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teveu B&in remembers that cold December night 
22 years ago as if it were ystuday. 
His wife, Joau, woke him up fro? a rest& sleep. Aowican 

kprcss was od the he, calling to collect on a $15,000 credit card biII 
tag was way past due. 
Be&in had dog himself a deep hole tr$ng to raise money to&t a 

~holcsaIe ttave1 business and now htmd ItimtIfh tmuble with the 
Edit cad company. 
But the YOlmg dCplWXtt stuck With his phi and Mt Ody @t hiS 
bolcssIc travel bushes off the ground and Americau Exprcs off his 
d, but today runs the fast-grow& $2lM r&ion Trem NathI 
mup, a B&m-based holdiog company that Is a textbook case study 
I entrepcneuship at Harvard Business School and 50 other manage- 
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STIWN. BELKIN 

Posnton: . 
Ckbmar, and Chief Fxecutiw 
ofti&, Tram National Gyp 
Education: 
Badrclor’s deglec, Bnginccdng. 
comcu utietsay, 1969; MBA, 
Hm-md Bustneu SchooI, 1971 
Age: 49 
Quote: 
“I like to create some- 
thing out of nothing. I 
always remember the 
phrase: ‘Conceive it, 
believe it and achieve it.’ 
And I think that most 
imporiuntpart of the 
phrase is to believe it.” 

Skx founding Tram Nationi 
in 1974, B&in has atcarted 2-I 

artitudsand~cracti&,caabe 
,tomcd into a long-term positive 
arpericnee,” he raid. 

wlwmotIvatuhimkmgmw 
pm%malIy and in - A key 
componentofthat,hcsaid,is 
applying what k knows in order 
to klp other people grow 

TktiswhyIlikemstartnew 
UmtpMtCP or iwest in new Can- 
paniu,” k said. “I like to create 
romcthing out of nothing. Busi- 
tlesoxctm3me.” 

In 1989, when Be&in dismv- 
ered that bis seactary, Donna 
his, had a p&on far horses, 
k encouraged kr to start her 
own siakde. 

With 6nancial ba&ing from 
Belkin, Janis started B.E. Stables, 
wIdchhasgrownfmmatigIc 
horse in 1989 into P buying and 
bmiing opomion with revmIle 
of more than $1 !Jdmn In 1995. 

“How cm you work for Steve 
and llot stat your own business.” 
said Janis, wk continues 10 work 
forBcUEinmdtimkrkncbusi- 
ncss. “Ha rcauy nudges people to 
make the most of their talents. He 
is Biways pushing gently, and 
mmetima not gently.” .’ 

S!IC sail Be inspks great 
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4wantpeoplctobereIaxcd,- 
!lerdid.wlenppIeamrelaxcd 
their areativc juices are hvirg.” 

BilI WeidIeio, cbicftinan&d 
of.iiccratTraasNationaIsaid 
astute business skills arc josl ow 
side of BelLin’s story. His people 
skJJJsareatot&rside. 

“Hekavctyrarebbncd.Hct 
not only a - elm~nNIr, 
but he’s also loaded with hwmm 
qualities,’ Weidlcio said. 

FoIinstLUCe,oothtZlltb 
aaniversary of Tnns Natiooal two 
yeasago,Belkinandhiswife 
tookallthdddldrenthenbciq 
treated at the Dana-Farber Cancer 
Research InsdNN, their parents 
and sibhgs-aboot 150 people- 
for a three-day, caIkqm?cs-paid 
trip to Disney WoritL Weidlein’s 
daughter was being treated at 
Dana-F&.x at the time. 

That’s not au Each year J3eodo 
andhiswifetakeaplanoload 
ofpmplchBostmmtb2 
Jiolocaust Moseom in Washington, 
D.C. Among the guest5 arc adIds- 
tcrs, priests, rabbis, school cl& 
drecn. politiciwn and others. 

‘?t belpo bring evayonc 
togetbor,‘Belkio said. “At times, 
1 have made decisions to spend 
lessdmcatbosimqbotstiUtaL 
hew bosimss skills and apply 
hem to the communiq. I want 
u give back to the community 
tad to society. I would like to 
Jive man.” 

Born in 1947 in &it Graod 
lapids,Micb.,Belkingrewopin 
t middle-class family that was 
hays under &uncial pressore. 

“My father and mother used to 
igbt a lot. My mother used to say. 
If only we bad enough mooey, 
‘our dad and I would not argue’ 
Bat became my motivation. I 
tidedIvmuIdgoaodmake~lot 
lf monsy,” Beikio said. “sioce 
hen, however, I have lqmed that 
aviog money doa not make you 
appy. It certaidy helps, but hap- 
i.nc.s is about undcntandiag sod 
cceptiog youtdf and others 
Belkin said his father, Major 

Mkia, now 82, bad a variety d 

jobaahd~sevcral,- 
.-“NoneofthcmworkedweJI,bo~ 
he’gavc me B lot of encDoragcma 
tobomyo%vnboss.“BeIkinsaid. 
.B&n’sfatherandmdmotber, 

AIdt&79,nowIIvcbtFJmida. 
AtFastGrandRapidsHigb 

SchaoI, BeIkio was captain of the 

,,~d&E,rti.. 
“WewooIdcoosulttosmalI 

bosinescs that ware ha&I&t pro& 
km or mosoIt with venture capi- 
talJ$ts whmc JoVc5kn~~ were oat 
d&g very we4” said B&in,. 
adding that a&r two years the 
Eumwasacqdredbyoneofits 
YenNre CapitaI cliwus. 

Theo, he. worked for ona year as 
rxccutivc “ICC prcsideot for united 
E-meJ Service, a J3ostoAased 
iiwt-mail hyel~ company, bcfors 
ieroting bis owa gmop travel cam- 
‘any, Tram National Travel, in 
1974. The molpany has sioca 
livcrsitied into a broad family of 
winesa, cnmmpassiag kavel, 
cIocomm~oq 5auciaI ser- 
rices, rod estate, venture capitai 
md owntight package delivery.’ ’ 

since 1993, ‘has NatiooaI’s 
enbe capital arm, Tram National 
kmrer, has invested $40 miUloa 
0 about 20 companies, with an 
wrage investment of about $2 
dIi00. About three-faurthc of tke 
mcJmlentp are in high-tech cam- 
adu, mostly dhvar~ makers. 

“I have always tried to create a 
mily of bosinass entrqwcneors,” 
ldkiosaki,“andIhavcbccn 
ying to 6od good entqxweus 
mong oar 350 cmployea Now, I 
aw more &&cs-iwcst io oar 
mpbyezs orp olu¶ide [fhmugIt 
LC venture capital unit]. You make 
ctter decisions if you have more 
pdOO%” 
BeIkin Yes Idtndf today as 

lonofamachtbanstarpLlyor. 
II a ot,iId, he wanted to become 
ihr a bosinessmao a* a coach 
‘bw, he has become both. 
7 IJko to cre* something out 



TRAM NATIOiVAL 
COMMUNICATIONS : 
INTERNATIONAL,INC. 

n todays fast-paced, high tech world of information systems and state-of-the-art telecommuni- 1~ cations wizardry, Trans National Group (TNG) has established itself as a major corporate player 

in the telecom marketplace. As a full setviCe provider of the kinds of pmducts and services YOU 

need to run your company efficiently, Trans National Communications international (TNCI), our tele- 

corn subsidiary, has emerged as an unparalleled entrepreneurial success story. 
. 

In slightly over 22 years, we have grown into a multi-faceted, $200 million a year company with cor- 

porate offices in Boston, London and Canada. “We like to‘run fast and quiet,” says Steve Belkin, 

Chairman of TNG. Maybe thars why, in a field that changes over night, almost every night, TNCI has 

arrived on the sce,ne, with little or no fanfare. TNCI now ranks as one of the nation’s 20 top telecom- 

muniations providers. That’s something we’re awfully proud of1 

With over $260 million in projected revenue forecast for this year and over 300 dedicated employees 

here to answer your needs, TNG has the stability and staff to provide you with the very best products 

and services your company must have to stride boldly into the new millennium-and beyond. 

With its growth and financial stability, combined with a,24-hour Customer Care Center that is the envy 

of the industry, TNCI now finds itself the preferred choice for large and small telecommunications users 

worldwide. TNCI enjoys endorsements from CNN’s Money tine, The k@linger Personal Finance 

Magazine, Money Magazine, The Boston Business Journal and The Boston Chamber of Commerce. All 

praise TNCI for its affordably priced products, feature-rich array of services, and highly-trained, cus- 

fomer-focused, professional staff. 

TNCI utilizes a nationwide network of Independent Distributors that shares in the entrepreneurial spir- 

it of TNCI fostered by our uSuccess Through Partnership” program. flexible and competitive long dis- 

tance service, as well as our dedicated support team, provide the key ingredients to ensure that all of 

our Distributorships are successful. 

For the future, we pledge to our customers to continue focusing on quality, value and customer satis- 

faction while anticipatmg the opportunities that will best benefit each. At Trans National 

Communications International, we’re transforming today into a more affordable tomorrow-for aIf! 



Brian C. Twomey 
133 summit St. 
Brookline, MA 

(Home) 617-233-5210 
(Office) 617-369-1210 

SUMMARY 

Telecommunications sales, service and marketing professional with extensive experience in product 
development, management and integration and on-going management of multiple sales channels. 
Channel management experience includes outside/direct, inside/telesales (inbound and outbound), 
outsourced telemarketing, agents/VARs, retail. Significant experience in all phases of strategic 
sales/marketing planning, targeting, automating, training and on-going management of multiple 
channel organizations. 

PROFESSIONAL EXPERIENCE 

Trans National Communications International, Inc - Boston, MA February 1998 to date 
President 
n Responsible for transitioning this long distance reseller to an integrated communications 

company. 

Senior Vice President of Sales 
n Took additional responsibility for inside sales channel 
w Increased revenue 50% year-on-year. 

Vice President of Sales 
w Opened up a new agent sales channel for long distance reseller 

FaxNet Corp - Boston, MA. October 1996 - Februaty 1998 
Vice President of Sales 
n $12 million start-up Corporation, developing and marketing enhanced fax services to 

businesses. Total of 92 employees. 
n General management responsibility for all sales channels, including direct mail, outside, 

outbound telesales, outsourced telemarketing, agents and retail. 
n Management responsibility for internal organization of 34 sales and administrative 

professionals. Direct management of outsourced telemarketing relationships. 
W Responsible for entire sales budget of $12 million in annual sales, 24,000 new accounts -first 

budget year. Current projection to attain in excess of 120% of new account goal, while 
maintaining initial expense budget. 

W Direct management responsibility for team of 4 managers and 2 sales administrators 



WearGuard Corp - Norwell, MA. Febmaty 1995 - October 1996 
General Manger/Director of Sales 
W $100 million division of Aramark Corp, selling customized uniform and safety wear. 
W General management responsibility for Business Sales Division. 
W P&L responsibility for sales and service organization of over 60 direct, telephone sales and 

account management representatives. 
W Develop Division strategy, annual budget, sales/marketing/service organization plans. 
w Attained~ammal sales growth in excess of 40% to over $35 million, witbout increasing initial 

sales organization. 
w Direct management responsibility for team of 6 sales managers, training and administrative 

Staff. 

W Major accomplishments include complete realignment of sales/service organizations including 
sales methodology, training, development of strategic account plans, development of vertical 
market sales territories/plans/goals. 

Software Spectrum Inc. - Garland, TX. October 1993 -February 1995 
Director of Sales & Service 
W $250 million software/hardware reseller. 
1 General management of organization of over 100 sales representatives, including direct, 

outbound sales, catalog -sales, inside sales/service, multi-level help desk personnel. 
W Responsible for over $100 million in annual sales revenues. 
W Direct management of 7 sales managers, 2 product managers and 1 VAR manager. 
W Major accomplishments include increasing AGP and net operating profits by over SO%, 

development and implementation of comprehensive sales/service training programs, as well as 
development and implementation of custom sales automation for all telephone and field sales 
representatives. 

McCaw Cellular Communications - Oklahoma City, OK. January 1992 - October 1993 
Director of Sales and Marketing - Southwest Region. 
n P&L responsibility for all product, sales and marketing in the Southwest Region. 
n Sales management includes field, telephone, retail, agents and customer service groups. 
E Organization responsibility over a 6 state region consisting of over 200 sales reps, 20 

managers and 9 direct reporting managers. 
W Ammal revenues iu excess of $250 Million. 
n Major accomplishments include sales results of 107% of budgeted revenues on 103% of sales, 

development and implementation of centralized telephone sales, account management and 
service teams, and development, integration and management of multichannel sales/marketing 
strategic plans. 



US Sprint-Kansas City, MO. May 1989 -January 1992 
Assistant Vice President - Business Marketing Group 
n Sales and general management of all non-direct sales channel business revenues. 
W Management and service of customer base with annual revenues in excess of $150 Million. 
W Management of division of over 90 sales and service representatives. 

Director - Emerging & Enabling Technologies 
n Direct responsibility for a.ll product related joint ventures, acquisitions and complementary 

marketing relationships. 
W Management of staff of 10 corporate development specialists. 

Director - Product Management 
n P&L responsibility for 800 and 1+ switched and dedicated business services 
W Responsible for product direction, price, advertising and sales promotion. 
W Management of staff of 8 product managers. 

NYNEX / AT&T - Boston, MA. June 1980 - May 1989 
Staff Director - Regional Services Planning 
n Product management of intelligent network products. 
Account Executive and other professional positions, 1980 - 1986 

EDUCATION 
Merrimack College; North Andover, MA. Graduation 1980. B.S. Majors: Accounting, Finance. 
University ofNew Hampshire; Durham, NH. 1982,83. Executive MBA - AT&T Sponsored. 


